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20) Promoter convinces retailer to add Code to products sold or tasted in his environment 

21) Product and identity code 

22) Consumer tries product at the normal retail channel 

23) Consumer orders product via "Company X" Internet Site, Fax, Telephone, mobile device, or 
written order slip using the coding system in Figure 2 (= the CODE). 

24) Order is shipped to consumer 

25) There is a predetermined percentage given at this point to the retailer. 

26) There is a predetermined percentage given at this point to the inventory holder. 

27) There is a predetermined percentage given to the promoter. 

28) The consumer could re-order via "Company X" Web site, Fax, Telephone, Mobile Device or 
written order slip and all concerned players will automatically be allocated their share of the 
profit. 

* Multiple inventory holders can be involved using the same methodology. 
** Promoters may or may not be the retailer or distributor 


Figure 2 
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